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I. INTRODUCTION 
A. Definition of a Business School 
For the purposes of this study, the term. Business 
School, may be defined as a school above high school level, 
but below college level, which trains students in the ways 
of business and industry. in order that they might take their 
rigntful positions in secretarial and business administration 
fields. A business achool, as defined here, is not a degree-
granting school. and therefore. should not be confused with 
schools like Harvard Business School or the School of Busi-
ness Administration at Boston University, which are on the 
collegiate level. 
Another point to be taken into consideration ia 
that business schools as used here have no general accredi-
tation system as do colleges and junior colleges. The term 
does include schools like Bryant and Stratton, Katherine 
Gibbs, Burdett College, The Fisher Schools. etc., which are 
privately owned, operated for profit, and motivated by a 
sincere desire to work in the interest of young people in 
their quest to learn the intricacies of modern business and 
induatr,.. 
B. Background Informa t1on 
For many 7ears before 1850 the place of the busi-
ness school in the training of office workers for industry 
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was on unsolid ground. Businesses were small, accounting 
systems were immature, correspondence between company and 
customer was almost completely lacking, and office workers 
had no great need of specialized training. Since 1850, how-
ever, with the advent ot the tremendous number of changes in 
our industrial society, we can see where the need tor compe-
tent, etticient, and proficient otfice help has kept pace 
with the surging success ot industry. It was approximately 
1850 that business educators realized that the subjects of 
penmanship and record keeping, though important, were not 
necessarily the skills that were craved by business men. 
From 1850 to 1870 business schools attempted to define their 
objectives and trom that time have done a fairly good job. 
It was in 1873 that business schools began to get recogni-
tion, when, according to Edwin Knepper, •The dominant insti-
tution was the business college. Very early the Bryant-
Stratton chain was developed until it had schools 1n most ot 
the larger cities in the United States. There were many 
strong independent schools also •••• Tbe u. s. Commissioner 
ot Education recognized the importance ot the business 
schools in his report for 1873 when he said of them that, 
'they met a want which is supplied by no other schools in 
an equal degree' ... * Mr. Knepper goes on to say, "Higb. 
school commercial work was rather sporadic.•** From 1873 
* 1, p.23 
** 1, p.23 
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to the present day there baa been a growing consciousness ot 
the need tor people who are trained in the requirements ot 
business. The beginning or this consciousness can again be 
attributed to Mr. Knepper who relates, •The attitude ot 
Joseph Wharton in endowing a school ot finance and economy 
at the University ot Pennsylvania was doubtless typical ot 
leading business men's views.•* 
c. A Statement ot the Problem 
As I am very much interested in the business 
school field, I have heard much comment on how untrained, 
in certain cases, the graduates ot business schools are 
and how utterly lacking the average higb school commercial 
course graduate is in applicable business knowledge. It is 
my desire to determine the reasons why business men reject 
some business school graduates and further, to learn what 
the qualifications are tbat business school graduates must 
have in order to meet the business man's requirements. 
According to most private business school people, 
business and industry have determined tne curricula in busi• 
ness schools tor approximately titty-two years. At the turn 
ot the century even thougn business schools were in opera-
tion, business men chose college graduates whenever possible 
as trainees and took business •chool graduates only as a 
* 1, p.29 
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last resort. Tbe only reason business schools existed was 
that there were tar too few college graduates to serve all 
employers who asked tor them. This is the idea of Dr. John 
F. Nottainger who is the paid Washington lobbyist ot the 
National Council ot Business Schools. Dr. Noffsinger baa 
round that it is only since 1900 that any real attempt has 
been made by business schools to help industry as a whole. 
even though this type ot school was recognized officially in 
1873 as being a potent force in the entire school structure. 
Business schools. tor the most part. according to 
Dr. Frederick G. Nichola. ot Harvard. have been fortunate 
because their training bas been more on the line ot cleri-
cal work than anything else. The general attitude of in-
dustry can be seen easily in Dr. Nichol's words: •rn em-
ploying ottice workers, business men will give preference 
to trained people as against untrained applicants. Since 
there is a belief abroad among Commercial educators that 
except in the employment of stenographers, typists, and 
bookkeepers. business men do not go to business schools 
for clerical assistants. an ettort should be made to re-
concile this belief with the preference for trained clerks 
indicated by office managers. Business schools have became 
known as sources ot supply for the three types or workers 
mentioned above.-* 
* 2, p.27 and p.28 
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Since 1945, at the close of World War II, thou-
sands of veterans, who, because of a lack ot educational 
requirements necessary for admission to accredited colleges, 
attended business schools attempting to compete with college 
men in business administration subjects; such as, economics, 
business law, accounting, management, etc. Generally, busi-
ness schools have attempted true business administration 
work, in addition to the skills or penmanship, typing, and 
stenography only since 1945. Kale business-trained help 
has been practically a void as far as business schools were 
concerned aa hardly more than 5~ or the student body were 
young men. Business men and industrialists have been call-
ing and are presently calling tor more and more men, with 
business school training. This demand, coupled with rela-
tively high starting wages (t45 to tao a week) has caused 
business schools to make a concerted effort to recruit and 
train young aen. One company in particular (General Elec-
tric) has stated that men wno passed the college course in 
hign achool, and did a relatively good Job in business 
aohool were the type of worker they should like to employ. 
It is using these ideas as a basis that the remainder of 
this study is made. 
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II. A REStJM:i OF WHAT HAS AND WHAT HAS NOT BEEN DONE 
IN THIS FIELD OF RESEARCH UP TO THE PRESENT TIME 
A. A Discussion ot the Results ot Previous Studies 
A long search througb many libraries bas revealed 
that Dr. Frederick G. Nichola ot Harvard University is the 
only person who has made a concerted study into the subject 
ot industrial demands on business schools. Dr. Nichola was 
, for many years the head of tne business school at Harvard 
University and more recently baa been the chairman of the 
Massachusetts Board ot Collegiate Authority, a licensing 
committee used by the Veterans Administration in deteraining 
which schools are capable of training veterans ot World War 
II. In his text, •A New Conception ot Office Practice," 
Dr. Nichola continuously berates the business school field 
for not providing students with an adequate training to 
meet industrial demands. He based this book primarily on 
private conferences and multitudinesa correspondence with 
businesses of varying eizea throughout the country. 
The general idea expressed in this book can be 
best summarized by tne following quotation from it: 
WWithout a close cooperation between 
business men and commercial teachers no real prog-
ress toward the solution ot the business training 
program is likely to be achieved. Teachers have 
but little time to devote to the study of problems 
not connected with their classroom work; and unless 
they, or some or them, are released from classroom 
and other school duties tor enougn time to permit 
cooperation with business aen, there is little 
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chance that they will be able to contribute to the 
aolution of tne larger problem of determining what 
are the real needs in the fields or business train-
ing and how those needs can best be met with improved 
couraea.•* 
It has been difficult to find material on this 
subject published later than 1927 when Dr. Nichol's wrote 
his book. However, in an address before the National Coun-
cil of Business Schools, convening in Washington, D. c., on 
Kay 31, 1948, Dr. John s. Noffsinger stated that business 
schools have •come a long-way toward realizing their goal of 
being able to prepare studenta, male and female, tor the 
places actually waiting for them 1n business.• Nothing was 
mentioned as to what industry wanted--only that business 
schools were doing a better JOb than in former years. 
B. Importance of Management's Viewpoint 
Industrial management should be as vitally inter-
ested 1n the operation or its office procedure as it is in 
its sales function, purchasing function, production control, 
personnel relationships, and all the other integral compon-
ents of the business. Millions ot dollars are spent annual-
ly in determining the one best way in which to do a particu-
lar job--when, where, and bow a job should be done. But 
even though many manuals are written each year discussing 
the advantages and disadvantages of multiple management, 
new induatrial machines, etc., relatively little time and 
* 2, p.20 
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effort are expended in setting down approved office proce-
dures. Time and motion analysts are often called upon to 
determine methods by which shop production can be improved, 
but only the very largest corporations apply such efficiency 
measures to ·the operation of their office procedure. 
As was brougnt out earlier in this study, in the 
latter 1800's there was not too much need in industry for 
specialized training, and aa a result business schools of-
fered onl1 record-keeping, penmanship, stenography, and 
typewriting. 
From the early 1900's to 1950 office procedures 
have become more and more complex requiring a greater and 
greater degree of skill. •The growth of the number of of-
fice employees from 200,000 in 1890 to over 6,000,000 in 
1946 indicates not only the growth or American business but 
also the increasing importance of the office.•* 
With the coming of the great depression of 1929 
Jobs became increasingly competitive and only the most 
skilled workers were hired or retained. Business schools 
found, consequently, that they bad to produce skilled work-
ers 1n order to place their students. This situation, ot 
only the best qualified workers being hired, was the rule 
until 1940 when World War II began. At this time industry 
and business created a dire shortage of office help by 
* 3, p.6 
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hiring millions of office workers to handle the increased 
paper work which war contracts and general business condi-
tions required. Additional thousands of secretarial and 
clerical employees left their jobs to enter the armed serv-
ices; many more thousands were lured to Washington, D. c., 
and other governmental areas by extremely high salaries. 
Small businesses and those industries not considered essen-
tial to the war effort could not compete with these high 
wages and were, therefore, left with only those workers who 
would normally not have been hired. As one business man put 
it, •Any girl who could tell the business end of a pencil 
and eould find her way home nights was hired." 
Even now, six years after the conclusion of the 
war, business men who have become accustomed to inadequately 
trained office help, have not regained their pre-war stand-
ards; and, consequently, business schools have not found it 
necessary to regain their pre-war standards in order to place 
their students. Common sense dictates that a business school 
will train only as well as necessary to place their graduates 
in good paying positions and will not force higher than nec-
essary standards upon their students for fear of losing them 
and their tuition. Also, during these years when high school 
commercial school graduates could take positions formerly re-
served for business school ~aduates, the business school 
owner has bad to rely upon increased social activities in 
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order to draw studen~s. Consequently, business schools, 
like industries, have not sought their pre-war standards 
and, in all likelihood will not until industry again demands 
better trained office workers and Jobs are once again on a 
more competitive basis. 
BRISTOL COUNTY BUSINESS COLLEGE 
C H ARLES W . W ILLIA M S , J R. 
DIRECTOR 
Dear Sirs 
''T HE COLLEGE ON T H E GREEN" 
5 MAIN ST REET . TAUNT O N, MASSACHUSETTS 
T E LEPHONE 2 - 1565 
Attention of Personnel Manager 
WAITt DON'T THROW' THIS AWAYl I am not selling any-
thing. I am just asking a favor that may be as valuable to 
you as to me. 
Since I have been training office workers in ~ own 
business school, I have had an opportunity to discover one 
major calamity: Business schools aren 1 t doing the job they 
could be doing. Perhaps you can help me find the answer to 
the logical 1JWhy?11 that follows that statement. 
Why am I writing to you? Because, if you and the other 
businessmen to whom t his has been sent will spend about five 
minutes filling in the enclosed questionnaire, I shall be 
able to determine {1) how business school graduates are meet-
ing your requirements, and (2) how you think business schools 
could improve their training. 
However, I am interested in getting your ideas on this 
subject not only for the purpose of improving ~ o>vn school 
but also to get information for a thesis for a Master's 
Degree at Boston University. 
I am hoping that you, as a business man who undoubtedly 
had to do research of this type when training for your pres-
ent position, will be kind enough to fill in the questionnaire 
and send it in the enclosed reply envelope as soon as is con-
venient for you. 
Thanks for any help you can give me. 
Sincerely, ~-
~~/~7--
Charles W. Williams, Jr. 
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Questionnaire to Business Firms 
1. How many office employees do you have • • • • • • • • • • • • • • 
2. How many of these are women ••••••• ' •••.•• . . . . 
). How many of these women employees at tended business school after 
graduation from high school - • • • • • • • • • • ~ • • • • • • • . . . 
4. How many men employees attended business school after high school ••• ___ 
S. Are your employees given office training in the plant before taking 
over their duties • • • • • • • • • • • • • • • • • • • • • • • • • • • 
If the answer to No. S is 11Yes," please answer the following by placing 
a check mark in the proper box: 
CJ Company policy demands it. 
L::7 People are not adequately trained in school 
L::7 The employees did not have an opportunity t o take courses to 
make themselves proficient in high school or business school 
[::J other (please specify) 
6. Have you ever worked with the directors of business school telling 
them what you desire in office workers? • • • • • • • • • • • • • __ 
7 • Would you welcome the opportunity to tell business schools of their 
failings and to describe what you most desire in the training of 
office workers? •••••• - ••••••••••••••••••• • • 
--
8. Do you normally call upon business schools for your office help? • • • 
9. Would you be willing to pay for the training in business schools of 
very promising personnel, provided they were trained to your exact 
requirements? (Dupont Company of Wilmington, Delaware, pays the 
tuition costs of many college course high school graduates at 
Goldey-Beacom Business College, also of Wilmington, with excellent 
res-ul. ts.) • • • . . • • • • • • • • • • • • • • • . • . • • • • • • • • 
10. What do you look for most when hiring new employees? Please check the 
three which you deem most important: 
Experience in a given type of work 
Superior education, regardless of experience 
Only the intelligence necessary to do the job 
Initiative * * * * * * * * * * * * * * * * * * * Ability to follow directions * If I may use your company's name in 
Skill in a particular subject * my thesis, please sign it below. 
Ability to accept r esponsibility * 
Personal appearance * 
Other (please s pacify) * 
-------------------------------
III. A DESCRIPTION OF THE TECHNIQUES USED 
IN OBTAINING DlTA FROK BUSINESSES 
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In order to obtain first-band information on the 
effect of industrial demands on business schools it was nee-
essary first to learn from businesses large and· small how 
they regard the product of business schools. A letter and 
questionnaire were sent to two hundred companies throughout 
the country. The sole purpose of the letter was to stimu-
late the filling out and returning of the accompanying ques-
tionnaire. 
The fifty-six replies received were most gratify-
ing as they represented over a 28~ return of the letters 
sent out. One factor which undoubtedly influenced so man1 
returns was the stamped self-addressed envelope provided 
with the questionnaire. A second factor instrumental in 
obtaining replies was that the questionnaire was so planned 
that a minimum of time was required to fill it out. The 
questions were limited to ten and occupied only one side of 
a sheet of letter-sized paper. In most cases a check mark 
or a •yes• or •no• sufficed. Only four questions required 
a number as an answer, and in two questions space was pro-
v1ded tor a more detailed answer it the company wished to 
use it. Copies of the letter and questionnaire may be found 
on pages 13 and 14 respectively. 
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Much thougnt was given to the selection of the 
questions to be used on the questionnaire in order to ob-
tain the desired information in as few questions as possi-
ble. Tbe first four were needed to determine how many men 
and how many women are employed by the company, and how many 
ot each had attended business school after high school. 
Usually business schools have approximately an 80-20 rela-
tionship of women to men respectively and these first four 
questions would indicate whether or not men and women were 
hired in offices in the same ratio. 
The purpose of the titth question was to learn 
whether business is accepting commercially trained workers 
or whether they are finding it necessary to provide addi-
tional training through their own personnel departments. 
The sixth, seventh, and eignth questions were in-
tended to indicate the extent to which business men have 
availed themselves of the services provided by business 
schools and whether they would welcome the opportunity to 
work in closer relationship if such a relationship were 
encouraged by the schools. 
Question nine was intended to show whether an in-
dustry would go so far as to hand-pick hign school students 
of higb calibre and pay for their training at a business 
school provided the school would train them to the exact 
requirements of the business. 
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The final question determined the characteristics 
and attributes that personnel agents looked for when hiring 
new workers. 
In addition to the questionnaire which revealed 
pertinent information from different sections of the country, 
I secured interviews with the personnel directors ot several 
local companies to learn first-hand just what they required 
and looked for in applicants for positions. The interviews 
followed the same general outline as the questionnaire but 
the results were much more enligbtening because each ques-
tion could be explained in greater detail. For instance, in 
answer to questions one and two of the questionnaire I was 
surprised to find such a large ratio of men hired to do of-
fice work; however, in discussing this personally with the 
personnel managers, I was able to obtain the reasons why so 
many men are hired. These reasons will be given in the next 
chapter. 
Question five also produced much more information 
in the interview tnan from the questionnaire insofar as ad-
ditional reasons for in-plant training were given and the 
type and length of such training programs were discussed. 
Actually, question nine, wbich describes a plan by 
which employers pay for part or all of the business training 
of a prospective employee, could not be set forth to advan-
tage in the small space provided on the questionnaire because 
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if it had been explained more fully it is doubtful whether 
those filling in the questionnaire would have taken the time 
to read it at all. I do not mean to say that the results 
obtained from the questionnaire were worthless on this par-
ticular question, but it became obvious during the inter-
views that more companies would have answered in the af-
firmative if they understood the plan more thoroughly. 
A personal interview also produced a variety of 
additional characteristics looked for by employers when 
hiring new office workers as set forth in question ten. The 
interviews brougpt forth several subjects which had not been 
mentioned on the questionnaire, such as suggestions for im-
proving the curricula of the business school. 
In general it can be stated that the results from 
a personal interview are far superior to those obtained from 
a questionnaire. Questionnaires serve the purpose of ob-
taining information from distant places and different types 
and sizes or industries but personal interviews can obtain 
much more complete information than can be obtained from 
even the most carefully planned questionnaire. 
One of the reasons for this is probably that 
people will give out information more readily to someone 
to whom they have been introduced rather than to someone 
they know only through a letter. Another reason tor this 
is that very often a true answer cannot be given by a simple 
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~es• or •No.• Too many tiaes extenuating circumstances 
alter the complete scope ot the answer. A third reason in 
favor of the personal interview is that very often a busy 
personnel director will relegate the tilling in of question-
naires to subordinate&; ·however. an interview with the per-
sonnel director is sure to produce first-hand information. 
As can naturallJ be assumed, much information ob-
tained on a particular subject is repetitive even when ob-
tained from a variety of sources. At best. only a few dif-
ferent ideas oan be expected on an1 given subject . All ot 
the information which I received from the methods described 
in the foregoing paragraphs will be analyzed in the next 
chapter. 
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Resulta of questionnaire 
Sent to Firms througnout the United States 
1. Geographical division of returns: Northeast. • • • 45 
South. • • • • • 5 
Middlewest • • • 4 
Pacific Coast. • 2 
2. 
3. 
4. 
5. 
6. 
Total !6 
Number of office employees considered • • • • • • 2,090 
Number of women employees • • • • • • • • • • • • 855 
Percentage of women employees • • • • • • • • •• 40.9~ 
Percentage of women employees known to have 
attended business school. • • • • • • • • • • • • 
Percentage of men employees known to have 
attended business school ••••••••• • • • • 
25.~ 
4.6~ 
7. Percentage of companies requiring office training 
in the plant before allowing employees to take 
over their duties • • • • • • • • • • • • • • • • 48.~ 
a. Percenta~ ot companies working with directors of 
business schools. • • • • • • • • • • • • • • • • 5.4~ 
9. Percentage of companies which would welcome the 
opportunity to discuaa training programs with 
director& of businesa schools • • • • • • • • • • 3~ 
10. Percentage of companies normally calling upon 
business schools for office help. • • • • • • • • 5Q% 
11. Percentage ot companies that would be willing to 
pay for instruction in business schools provided 
the course met company standards. • • • • • • • • 15% 
12. The qualities most looked !or in hiring new 
office employees: 
(l) Experience 
(2) Ability to follow directions 
(3) Skill in particular subject 
(4) Personal appearance 
(5) Initiative 
(6) Ability to accept responsibility 
(7) Education resardless of experience 
(8) Only the intelligence necessary to do the job 
(9) Ability to work with others successfully 
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Cbart Showing Size ot Companies 
Returning Questionnaire 
Number otrice • : s Total • • • 
• of • Worker a : Of'f1ce • • • • 
• Com;12anies • in Each • Workers • • • • • 
: • • : • • 
• 16 : 2 : 32 • • • 
:. 12 • 3 • 36 • • • • 
: 8 : 4 • 32 • • • 
• 11 : 5 • 55 • • • • 
• 2 • 11 • 22 • • • • • 
• 1 • 15 : 15 • • • • 
• 1 • 16 • 16 • • • • • 
• 1 • 30 • 30 I • • • 
: 1 • 60 • 60 • • • • 
• 1 • 92 • 92 • • • • • 
• • 1 : 100 • • 100 : 
• 1 • 1600 • 1600 • • • • • 
• '5! • • ~ • • • • • 
• • : • • • • 
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IV. SUJOIARY OF FINDINGS 
Before studying the final results obtained from 
the fifty-six replies to the questionnaire, it is necessary 
to see how large the companies are that returned the ques-
tionnaire in order to obtain a true picture of the results. 
A chart showing the size of the companies in re~rd to of-
fice workers is shown on page 21. 
It must be noted that one company is so large tbat 
its employees comprise over fifty per cent of those office 
workers considered. This factor will have to be considered 
as we study more thoroughly the results of the questionnaire. 
The first point brought out on the chart on page 
20 shows that a preponderance of replies came from the New 
York-New England area with a few from other sections of the 
country. As the information from those firms in other sec-
tions &bowed no disparity with those from our northeast sec-
tion, no geographic distinction need be made relative to the 
results obtained. It also may be stated that since I am 
primarily concerned with the New England area, I feel that 
there is an adequate sample to be studied. 
Of the 2,090 office employees in the fifty-six com-
panies, 855 are women and 1,235 are men. At first glance we 
could assume that there is a larger number of men employees 
than women in each company, but the fact is that in only one 
company did the number of men outnumber women. In a 11 other 
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companies the women employees approximated 92 per cent of 
the office force. One company, a large one, with 1600 of-
fice workers had only 525 women. It can be generally as-
sumed that the women employed by small businesses outnumber 
men almost nine to one. 
There are, of course, several reasons why men are 
hired in preference to women to do certain types of office 
work. Perhaps the moat prominent reason ia that men are 
more likely to make a career of their work whereas women 
usually desire to work only until they are married or at 
best a few years afterward. This is an extremely important 
factor in hiring personnel for positions requiring consider-
able experience. Another reason for hiring men office em-
ployees is that men are generally more interested in statis-
tics and accounting than women. Also, men are often hired 
because or their ability and willingness to perform work 
other than office functions, such as selling, installing, 
and repairing merchandise. This is an increasingly impor-
tant reason tor the growing number or male personnel in 
offices at the present time. 
The next part of the tabulation has to do with the 
percentage of women employees and men employees ~o are 
known to have attended business schools. Only 25.9 per cent 
of the women and only 4.6 per cent of the men attended this 
type of school. However, the percentage of women workers is 
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higber than that of men workers in only one company, not-
withstanding the figures given, which fact leads us to the 
assumption that men more generally feel that a business 
school training is more advanta880Us to their careers than 
do the majority of women employees. Xr. David Brignam, per-
sonnel director of Swank, Inc., Taunton, Massachusetts, con-
curs with this opinion When he states, •xen have to plan for 
long years of work, whereas the women generally hope to be 
married witnin a abort time.• That figure of 25.9 per cent 
tor the women also shows that almost 75 per cent of the wo-
men found positions in business and industry without first 
attending business schools. This is an interesting point, 
because tor the purpose of this study, we might say tnat of 
the companies hiring office workers, not many used the busi-
ness school as the ~in source for aecuring their employees. 
In the company reporting 1075 men employees, fifty men at-
tended business school. It is this company that creates the 
erroneous impression that only a few of the total men em-
ployees attended business schools. In the other reporting 
companies, 87 per cent of the men employees attended busi-
ness schools. A discussion of this feature with several 
personnel directors revealed that men in ten cases were of-
fice managers, thus bad more responsibility; and that the 
personnel men felt that the business schools did a fairly 
presentable job in qualifying the men tor those positions. 
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One ottice manager admitted rrankly that he supposed more ot 
his men and women employees bad gone to business schools 
than the record showed. 
Approximately t1tty per cent (48.~) ot the com-
panies which returned the questionnaire reported that they 
required in-plant training betore allowing a person to pur-
sue his duties in the ottice. This one point alone took 
considerable time in the several interviews I held with dit-
terent companies. All answers to why this training period 
was given or deemed necessary stated that the companies had 
found that no matter who the employee is or what his back-
ground happens to be, that best results are obtained it the 
employees are trained for a short time in the procedures 
used in the particular company. Mr. Alvin Dole, ot Reed and 
Barton, leading silversmiths ot Taunton, Massachusetts, re-
lated that his procedures were unique so that the company 
required all persons, whether business school graduates or 
not, to take a training period. He did bring out that 
people with business training received elsewhere required 
but one week or so, whereas others required training periods 
or up to a month or more betore the company felt the workers 
were qualified to assume their duties on their own. These 
48.~ requiring a training period also gave as a reason tor 
training periods the belief that prospective employees, 
whether business school trained or otherwise, lack an 
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adequate training in skills, attitude, and knowledge of 
office procedure. In one company I was told that too many 
of the office employees lacked •Personnel Understanding,• a 
term used to denote ability to cooperate with one's co-work-
ers. This company instils into the new worker during the 
training period the necessity of getting along with other 
otfice workers because it is felt that the only way to have 
a competent work force is to have •all bands turn to• auto-
maticall~ When the situation arises calling tor additional 
help in any one section. 
Mr. H. Clifford Manning of the New England Brass 
Company, of Taunton, related that his office workers are 
given only the training Which is necessary to teach the em-
ployee certain specialized techniques which could not be 
learned elsewhere. •As one of my machines is very old,• he 
said, •1 have to teach the person how to operate it. You 
moderns don't teach anything like it.• 
The average small business, however, has no train-
ing program and hires the person or persons who are thought 
to be the best qualified ot those prospects available. 
Sometimes the worker is found unQualitied and his relations 
with the company are severed, and then the small business 
man triea all over again. Even though this trial and error 
method does not seem to work to the satisfaction of the 
small business man, there seem to be several reasons why he 
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is content to operate in this manner. These reasons were 
given on pages ll and 12. 
I have learned through personal interviews that 
the term •Training Program• is interpreted differently by 
each concern. Some personnel managers regard the period of 
•breaking in• a new employee as a training program while 
others consider this short period of •breaking in• as simply 
a period of orientation which is inevitable with any new em-
ployee. Some ot the larger companies have instituted a reg-
ular classroom type ot training program which entails out-
side preparation as well as lectures and class study. This 
ia actually what is meant by a training program, and it is 
doubtful whether any but the very largest companies could 
financially provide such a prograa tor training help. 
Of all the fifty-six replies to the questionnaire, 
only three contained information that the companies had ever 
sat down with business school operators to tell them just 
what they need in new office workers. Much interest was 
shown, however, in the prospects and possibilities ot doing 
something in this field. In several companies I interviewed, 
none bad ever done this but all were deeply interested tor 
here, they telt, was the chance ot eventually being able to 
hire much better qualified workers who wouldn't need expen-
sive training programs, etc. In one interview (the inter-
viewee refused permission to use his name) I was told that 
28 
because the employees be bad hired from business schools in 
years paat did not measure up to his standards, he bad given 
up the idea ot going to business schools tor help whenever 
he needed 1t. He gave no precise reason why the girls tail-
ed except that •tney couldn't do the work, so I had to let 
them go.• He went on to say that be could do better hiring 
some girl from bigb school who did not know much or anything 
and train her completely. He said that he has three girls 
who are good workers, all hired and trained in the same way. 
This was the only case in which I heard that idea expressed. 
In most other companies I round that it they hired someone, 
the less expense to the company in training him, the better 
the companies liked it. Generally, it can be stated that 
business men have not worked with business school operators 
in the past, but would welcome tne opportunity to work with 
them insofar as allowing the business school operators to 
know first hand just what it is that the business men re-
quire in the training or their office workers. 
Question number eignt or the questionnaire was 
answered in the affirmative by twenty-eignt companies. This 
alone would indicate that there exists in the minds ot busi-
ness men the idea that buainess schools are considered a 
good aouroe tor office workers, regardless or whether a 
training program ia maintained or not. It was on this ques-
tion that the .ajoritJ or time was spent in the interviewing 
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of ooapanies~ and some of the findings are extremely inter-
esting. 
In a conversation with Kr. Leon Lombard and Kr. 
Robert Romaine, personnel directors at the Taunton Division 
of General Electric Company~ emphasis was placed on the 
shortage of trained workers that General Electric was at 
that time prepared to hire. Tbis tirm was at that time un-
able to secure the services ot aeveral Comptometer operators 
and was perplexed in determining where to tind the necessary 
help. They needed the workers badly. Every known source ot 
help was tracked down to no avail. Only by having the local 
busineas school arrange to train these workers in a special 
short course was the problem solved. In this case alone~ an 
example is given to show that were it not for the company's 
demand, the business school would not have trained the work-
era on the Comptometer at that time. 
In that same interview~ Mr. Romaine suggested that 
the girls who were hired reoentlJ did not exhibit the polish 
in their work that should have been shown. He complained 
that even thougn the work done was usually accepted~ the 
workers did not turn in creditable pieces of work. The 
opinion expressed bJ Mr. Romaine is that •workers are too 
prone to turn in work without first doing their level best 
on it.• He blamed their previous training on this particu-
lar attitude. Several suggestions for correcting these 
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difficulties were given by both Mr. Lombard and Mr. Romaine 
and will be discussed in the final section of this paper. 
One interesting point brought out by Mr. Romaine 
is the same one that was written in an earlier section con-
cerning the laxity with which business enterprises view the 
total hiring problem as of today. He brougnt out that possi-
bly the companies are partly accountable tor what he termed 
the •deplorable lack• of knowled~ of office procedures on 
the part of young employees. He admitted that during the 
war his company lured hundreds ot secretaries away trom 
small business and now many have left to be married or for 
other reasons and he wants more. The business schools do 
not have the necessary supply as the young people have not 
felt any compulsion to attend business school. Kr. Romaine's 
viewpoint continued with the idea that young people have had 
inbred the idea that a high school education is all that is 
necessary. Mr. Brigham, ot Swank, Incorporated, concurs 
with his opinion in this statement, •The idea of doing a 
fair day's work for a fair day's pay is, on the part of many 
young people (and older, also), outmoded.• 
Because the hiring situation at General Electric 
is just the opposite of what it was in the 1940's, the com-
pany has turned to the business school to help w1 th the 
hiring problem. As Mr. Romaine brought out, •The tables 
have turned, and only qualified girls will be hired.• 
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Business schools weleome such views trom companies, but this 
particular company is almost alone in this viewpoint in 
southeastern Massachusetts. One other company informed me 
of the same type of personnel problem, but there was one 
with an opposite approach. This company (it cannot be 
named), a good sized industrial unit, informed me that it 
would hire any number of workers regardless of experience 
in order to get the work done. The added expense of extra 
workers would reduce the profit that the company would not 
be allowed to retain anyway because of high taxes. When we 
consider that this company is not a •war baby• but purely a 
peacetime endeavor, it points out the extremes to which a 
company will go in order to meet its hiring problem. 
There is a third side to this idea of calling upon 
business schools for help that will bear scrutiny. It would 
tend to coincide with the second facet just given, but does 
so only at the first glance. The great majority or compan-
ies I visited were small businesses, those in which from two 
to five office workers are hired. In these companies a real 
problem was unearthed, which if solved could be of tremen-
dous importance to thousands of small business men. The 
crux of the problem ia that the jobs are there and waiting; 
but no one person, except in rare cases, will do an amount 
of work that is considered adequate by the business owners. 
Because the work must be done, the owners must go out to 
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hire additional help. The answer to the situation would 
seem to be to bold out until qualified workers appear for 
the jobs--but business men say they would like to continue 
in business and cannot wait forever. The business men have 
hounded emploraent agencies and business schools, placed 
advertisements in papers, etc., but people competent to do 
the work do not apply for the jobs. 
Only througn cooperation between business men and 
business school operators, as individuals or as associated 
groups, can the problem be tackled intelligently. 
Mr. David J. Brigham told me of his company's plan 
that calls for no one to be hired tor office work until they 
have worked in the plant as a production worker. His system 
or hiring involves searching tor people with commercial sub-
jects as a background, so that when an opening occurs in the 
office, a worthy worker would be promoted to it. For this 
plant, he says, this procedure has worked out rather well. 
He acknowled~s that there are certain inherent detects in 
this method, and to remedy them, courses in evening school 
are suggested. Mr. Brigham is much interested in informing 
business schools or his company's requirements which are not 
difficult to meet. He does not contact business schools tor 
new office employees, but h1rea them and then usually recom-
mends they attend business school. Generally, however, 
business men feel they want to hire qualified, efficient 
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people to begin with. Mr. Brigham d~d bring out the idea 
that Wben he has some special job to be done he does look 
for well-trained people to do it. He then admits be must 
hire from the outside When real occasion arises. 
Even thougn only fifty per cent of those companies 
answering the questionnaire call upon business schools for 
help. I found that well over fifty per cent of those compan-
ies visited consider business schools a good source for of-
fice personnel. As Mr. Romaine, of General Electric, said, 
8 Even thougn they can't do just what we want, they are much 
better than rank beginners would be.• 
In six companies I visited, I learned that person-
nel men are very much interested in working with business 
school operators with the aim to determine a course of study 
adequate to and commensurate with the work the student would 
do upon ~aduation. They would, in some cases, follow a 
plan similar to the Dupont Plan, whereby well qualified high 
school seniors would be trained at company expense. This 
system has been applied successfully by the Dupont Company 
and the Goldey-Beacom Business College, of Wilmington, Dela-
ware. High school seniors in the college course with marks 
in the upper quartile are eligible for this training. The 
student, upon acceptance by Dupont, attends Goldey-Beacom 
four hours each day and works at Dupont tor four hours. Not 
only is their tuition paid, but also they are paid for work 
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done at Dupont. This plan was devised by Dr. Jay w. Miller, 
ot Goldey-Beacom, and the personnel department of Dupont. 
Its success has prompted similar moves throughout the coun-
try, all of which have taken place within the past six 
months. It seems to be a brand new idea, the result of 
depression in the business school field and a shortage of 
skilled workers that Dupont felt compelled to hire. This 
company is satisfied and the Goldey-Beacom directors are 
naturally happy over the outcome. 
The curriculum used at Goldey-Beacom is defined 
and overseen by Dupont in order to justify their paying the 
tuition bills tor their future employees. Under normal con-
ditions, Goldey-Beacom operates on a five-hour school day. 
With Dupont's students, however, the supervised course of 
study is accomplished in a tour-hour school session. One 
novel characteristic of the Dupont plan is that the students 
who attend school in the morning, work in the afternoon re-
placing those who worked in the morning, in order that those 
who work in the morning may have the same course ot study in 
the afternoon. In this way, Dupont has a student worker all 
day, and Goldey-Beacom has two sessions. Naturally this 
arrangement entails an increased faculty, lengthened school 
hours, etc., but the plan has worked advantageously to both 
parties. 
Even though several of the larger companies that 
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I interviewed seemed to be interested in the details or the 
Dupont plan, none was actually willing to pay full tuition 
coats of bigb school seniors at a business school at the 
present time. In several cases, employers have undertaken 
to pay evening school expenses for their workers but in all 
of these cases, the worker is someone who has been employed 
by the company previously and baa proved his or her worthi-
l · neaa ot such a favor. Most businesses, it seems, are not 
willing to risk the possibility of losing the newly-trained 
employee before they have been able to realize a sufficient 
return from the money invested in his training. Obviously, 
most businesses will not be willing to use this method of 
obtaining office workers until the need ia much greater than 
it is even at the present time. 
One of the moat revealing queries on the question-
naire was the last one. Each firm was asked to choose from 
eight characteristics thoae three which it considered to be 
most important for a newly-hired worker to have. Because 
different companies desire different achievements in their 
new workers, a medley of answers was expected. From the 
questionnaire, most companies showed they look tor 
1. Experience 
2. Ability to follow directions 
3. Skill in a particular subject 
4. Personal appearance 
5. Initiative 
6. Ability to accept responsibility 
7. Superior education 
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8. Only the intelligence necessary 
9. Ability to work with others successfully 
Althougn the ninth characteristic did not appear on the 
questionnaire, several companies included it in their re-
turns. 
Even though it could norma~ly be expected that the 
first three attributes would appear as they do, the showing 
or Personal Appearance in the fourth position indicates that 
the poise and stability with which an applicant handles him-
self determines in many cases ~ether he will be hired or 
not. 
In every interview I conducted, I discovered an 
ever-growing desire on the part of personnel men to hire 
people who seemed capable of doing the work tor which they 
applied. The word seemed is used advisedly, for many per-
sonnel men have said that they would rather have a charming 
girl wno might do the work well, than a sure bet Who is just 
a plain every-day common girl. This •new" method of hiring 
office workers may answer a perplexing question that school 
men have had for years: Why is it that my best students 
often are refused the best positions! According to a former 
director or the Brockton Egg Auction Cooperative, it is eas-
ier for a business man confined to an office to work with an 
attractive person than one who is careless with her appear-
ance, even though the careless one is the better worker. 
Attractive does not mean necessarily beautiful, but it does 
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mean the result of good personal grooming. A well-groomed 
person is certain to command more respect than one who is 
not meticulous with his appearance. 
Mr. Brigham suggested that a personality course 
using the principles of the so-called •charm Courses,• as 
offered by the John Robert Powers School, Academie Moderne, 
and Aviation Training Schools, be instituted. (All of the 
schools just mentioned have schools 1n Boston.) In this way, 
he reasoned, the girls would come into contact with success-
ful people and be exposed to the methods these charm course 
directors use to be successful. In twenty-two business 
schools in the southeastern Massachusetts area no such Charm 
Course is offered with the exception or two. These two have 
been established during January, 1952. 
One thing that can definitely be stated from the 
results of the questionnaire and the interviews is that 
business men are looking tor people who not only are experi-
enced and skilled, but also are looking for those who embody 
the elements which identify a well-groomed and charming per-
sonality. 
It is interesting to note that employers are not 
too interested in how much responsibility a person can 
handle, for in several interviews it became evident that 
many employers do not desire to hire people with more capa-
bilities than they themselves possess. 
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Not only did I learn that in some cases an employee 
should not be too strong intellectually, but I also learned 
in other companies that college degrees, business school 
diplomas, etc., mean nothing. As one prominent Taunton 
banker remarked, •r tell a person that he is now through 
school, and then I ask what it is he can do.• In other 
words, the old story of What a person can do and not what 
he knows will determine how far he will go. This banker 
suggested that I would be really surprised to know bow many 
young men there are around who have wonderful backgrounds 
but do not have the ability to earn a living. Such remarks 
as these have a sting in them, not only for business schools, 
but also for other schools of still higher learning. 
The findings of this study indicate tbat business-
es have taken most all business school graduates in the past 
and according to most employers will continue to do so. The 
fact remains, however, that business schools are not doing 
the spectacular piece ot work that most business school 
operators, as snugly complacent as they sometimes are, be-
lieve they do. 
One major point which can best be used in this 
summary ot findings is that business school graduates are 
paid less than five dollars a week more, on the general 
average, than hign school commercial course graduates. 
Business men have not round it necessary to differentiate 
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to any great degree between high acnool and business school 
graduates; consequently, the pay is almost the same. One 
point used by business school men in selling their schools 
to hign school graduates is that the wages of their gradu-
ates are much higner than for those who are not business 
school graduates. There is a long way to go before business 
school operators can in truth have the substantiated feeling 
of having done a very much better job than their high school 
counterparts. As I am very much interested in the business 
school field, one conclusion is unmistakable. Fortunately, 
business schools can develop these basic industrial needs in 
the classroom with little additional effort in most cases. 
Training in typical office operations is a must, but first 
these typical operations must be defined for the business 
school man. 
• 
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V. RECOJOIENDATIONS 
A. To Induatries 
Based on the findings of this report, several 
needs seem to be borne out. First of all, business men 
would find it advantageous to determine just what the of-
fice jobs consist or before hiring someone. These same 
business men who have job analyses in their plants normally 
will find it greatly to their advantage to institute the 
same methods with their office forces. In this way, the job, 
having been ascertained, wi 11 be a great deal easier tor m 
office manager to till with the type of worker he wants. 
Because many employers do not know exactly what qualifica-
tions to look for, there is a tremendous quantity ot trial 
and error in choosing office forces. 
Once the job has been ascertained and the adequate 
person bas been found for the job, a lessening need of train-
ing for that person is bound to occur. 
A second aid to business men, which this study sug-
gests, is to discontinue the use of poorly or only partially 
trained personnel in their office forces. As an example, a 
young girl studying at my business school was hired by a 
prominent lawyer to do his office work before she had com-
pleted her full course of study. This girl would undoubted-
ly have remained in school until the completion of her 
course had she not been offered this position. As a result 
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of such unwise actions on the part of the lawyer, all three 
parties concerned stand to lose. The business man loses be-
cause he has inadequate help who cannot possibly turn out 
work as quickly and accurately as a ~business school graduate. 
The school loses not only the girl's tuition but a certain 
amount of morale on the part of the other students who feel 
that there is no need for them to finish their courses in 
order to obtain good jobs. The girl loses because without 
her diploma and because of the great possibility that she 
may some day be replaced by someone more competent, she will 
tind it very difficult to obtain another job. 
This suggestion of using only well-trained person-
nel can be adopted in a relatively short period of time, 
provided the busineaa man is determined to follow it throu~ 
The easiest way to achieve this goal might be to replace 
present employees with people who are much better prepared 
to do the work in question. By replacing them does not mean 
to remove them, but to have them leave as they normally 
would--either for a better position, for marriage, or any 
other normal way in which people leave one job for another. 
Then, as can easily be seen, no accusations need be made 
and no unfriendly maneuvering need exist. This method of 
replacement does not take place overnight, but can be ac-
complished within a year or two for even the larger offices. 
One employer working on this method has changed eignt of 
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twelve employees since I first visited him six months ago. 
Five of his workers married and did not want to return after 
marriage, two changed to more lucrative positions, and one 
died. He claims that the attitude ot his workers is better 
than ever, and only three girls had to be employed to do the 
work of the five that lett just before Christmas. The fact 
that this 8 new• method of hiring has worked well for him can 
mean that such methods of hiring can be used successfully by 
other business men as well. 
A third point which is suggested by this study for 
business men is to have tbem realize that ability to carry 
out office procedures is not necessarily just common sense 
and intelligence, but also the result of learned operations 
or skills. Too many business men feel that any bright 
youngster can fill an office job readily, and when he finds 
t~t his new employee is not doing his work properly, the 
employer believes the new employee to be stupid and a poor 
choice. One could hardly expect a girl with no knowledge of 
commercial subjects, even though she may have graduated at 
the head of her class, to be able to type, take dictation, 
maintain a set ot books, or file correctly. These are skill 
subjects which require much study and practice and cannot be 
learned by a few brief explanations. There are, of course, 
a few routine tasks such as filling out forms, sorting mail, 
operating simple office machines, etc., that can be rele-
gated to inexperienced low-salaried help but there is no 
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saving made in hiring untrained help to per£orm regular 
secretarial duties. This idea or recognizing skill and 
training to be different from common sense may be an en-
tirely new approach to thousands or employers, as it is one 
which is not easily recognized. 
A fourth suggestion to be given to employers is a 
profound belief that if an ettort were made to familiarize 
themaelyes with business school operators and their proce-
dures, many differences of opinion could be changed to a 
concurrent belief that the type or training offered at the 
school is the type the employer can utilize well. Employers 
may discount this suggestion on the ground that business 
schools should go to them. Even it such a conviction is 
granted, it stands to reason that if a product is necessary 
or desired, it will be obtained with or without the visiting 
salesman. In other words, it is felt strongly that the 
schools can meet the needs ot business men, and that often-
times it is the business man that must do the prodding. A 
progressive employer will obtain what he needs with or with-
out help. Tell the school man what is wanted, and he will 
be quick to react to any reasonable request. This whole 
study indicates a bilateral approach is necessary tor any 
major improvements in office workers, and 1t is suggested 
that business aen and business school men work together in 
overcoming any employment problem that arises. 
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B. Recommendations to Business School Operators 
As may be assumed !rom the foregoing suggestions 
to business men, tbe basic need of business school men is 
to acquire further knowledge and 1ns1gnt into the intricate 
workings ot office procedures. For too long a time have 
school operators worked only from books and not from the 
practical needs or industry. Again I suggest contacting 
business men about their requirements and not being afraid 
to change courses of study placing more emphasis on phases 
of training which are normally thought to be secondary. 
I also suggest a closer relationship between school 
men and business men Which can be accomplished in the follow-
ing ways: (1) The business school operator could address the 
local Chambers of Commerce describing his courses of study, 
student activities, and the actual aims of his school. (2) 
The school man could occasionally send direct-mail advertis-
ing to the local business houses describing the placement 
service operated by the school and any other functions in 
which the business man might be interested. (I have round 
this to work very well in my own locality in acquainting 
business men with my school.) (3) The school owner could 
hold an open house to which all business men in the commu-
nity would be invited and at which the students and their 
work could be on display. (4) Tbe school operator could 
invite representatives of various types of business to ad-
dress the student body relative to the workings ot his 
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office procedures. This would serve not only to foster a 
better relationship between the business man and business 
aohool but would also be very beneficial to the students. 
A third suggestion is to relegate purely social 
endeavors to a secondary place in the schools' curricula. 
As necessary as social functions are, they are not the back-
bone of well-organized schools. Too many schools during and 
after the war relied to too great an extent on social func-
tions, such as dances, schools parties, and so on, to inter-
est prospective students in attending those particular 
schools When actually they could have obtained good war jobs 
without any additional training beyond high school. A cer-
tain amount of purely social functions anould be held each 
year in order to acquaint the students more tully with the 
social graces. More time, however, should be spent in more 
worthwhile ~ctivities, such as debating teams, public speak-
ing, school newspapers, and secretarial clubs (in which 
shorthand students dictate to one another in order to in-
crease their shorthand speed). These types of activities 
still would allow students the opportunity of working to-
gether socially in their spare time but the final result 
would be much more worthwhile. 
A fourth suggestion is to appreciate the belief 
that grooming plus ability, and not ability alone, are those 
elements which create from a student a satisfying and desir-
able office worker. This idea means the adoption of •charm 
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courses.• which, 1! properly conducted, will evolve aware-
ness on the part of each student that appearance, grooming. 
etiquette, poise, etc., are necessary before the student can 
aspire to the better positions which are always available to 
those qualified to accept them. I have noticed in my own 
school in former years that very often the best students 
from a scholastic standpoint did not get the best jobs--a 
problem which can be explained only by a lack of personality 
or personal grooming, insofar as their ability to do the 
work was superior to that of the girls who were chosen for 
the jobs. 
Regardless of how they are named, all courses for 
female students in business colleges fall into four catego-
ries. The first is the Executive Secretarial course in 
which the student majors in not only shorthand and typing 
but also bookkeeping. This ia usually a two-year course 
which prepares the graduate tor any kind of office position. 
The second is the Stenographic course which has shorthand 
and typing as its major subjects. Although the student may 
elect bookkeeping, it is not required tor a diploma. This 
is usually a one-year course in pre~ation for straight 
stenographic work. The third type is the Accounting course 
in which the student majora in bookkeeping. This course may 
run tor an indeterminate time depending upon how deeply the 
student wishes to go into the subject. This course prepares 
the students to be bookkeepers and accountants and is the 
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first step toward a C.P.A. certificate. The fourth type of 
course available at business colleges ·is a short clerical 
course. Typing and office machines are the only major sub-
jects studied as the course ia uaually not long enough to 
allow the student to master either Shorthand or bookkeeping. 
It is recommended that together with any of the 
above-mentioned courses each student be required to study 
English ~ammar, punctuation, correspondence, spelling, and 
vocabulary, because it is a aenerally known fact that busi-
ness school graduates and even college graduates of today 
do not have an adequate working knowledge of the English 
language. Inability to express oneself properly is often 
the reason why a person is not chosen for a job after a 
personal interview. Also since most office workers must 
deal with the public from time to time, it is imperative 
that they have a good command of English so as to represent 
the company in the best possible way. It is also recom-
mended that every student in a business school be required 
to take a course in personality development--including the 
subJects of clothing, poise, comportment, make-up, hair 
styling, grooming, and voice. The opportunity to take a 
course such as this would prove to be an asset to a girl 
not only in her business life but also in her personal life. 
Any well-rounded course in a business school should also 
include at least a abort course in business mathematics, 
filing, and office machines. My last recommendation is 
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tbat in every two-year business course all students should 
be required to study business law in order to familiarize 
themselves with the legal aspects ot business procedures. 
The aim of all courses is not to give a veneer 
cover of the subjects mentioned but a competent working 
knowledge of them. Too many business school men fail to 
realize that just offering a course is not enough--each 
student should be worked with, individually if necessary, 
in order to bring out the greatest amount of ability. Busi-
ness schools would turn out better trained office workers if 
diplomas were given When the student had met the standard 
requirements of the school in each subject rather than when 
he bad paid his tuition and attended the proper length ot 
time. 
Should business schools heed these suggestions, 
this author's opinion is that the •bard times,• of Which all 
school operators are complaining now, will be short lived. 
According to figures tiled in December, 1951, by the Nation-
al Council of Business Schools, business school enrollments 
approximate the 1939 levels. Compared to 1947 and 1948, 
enrollments are down about 75~. Naturally, the reason for 
this great drop is that thousands ot veterans, who ordinari-
ly would have attended no school beyond high school, have 
finiahed their G.I. schooling and no similar group exists 
to replace them. It must be remembered that many marginal 
business schools were founded with only the idea in mind 
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that veterans would attend. Many ot these same operators 
are now the ones complaining most bitterly about the lack 
of students. 
It is well known that whenever there is a period 
of economic prosperity, businesa schools experience a de-
pression; and conversely, whenever there is a period of 
economic depression, business schools experience prosperity. 
The reason that businesa schools aeem to run counter to gen-
eral business conditions is that during prosperou~ times 
young people can secure work with no training beyond hign 
school; whereas in depression times, only the best qualified 
workers are hired, giving compulsion to the idea of obtain-
ing further education. 
Unti.l very recently the defense effort has made 
it possible for high school senior girls to obtain good 
positions after completing the commercial course. Of 
course, the business schools have suffered because of lack 
ot their normal •raw materials.• Now that most business men 
are becoming somewhat more •chooaey8 than heretofore, high 
school seniors will find it more difficult to find ready 
employment and consequently, business school courses will 
again be in greater demand. Even thougn business school 
operators are in ~ard times• now, an encouraging period 
seems to be coming upon them. One reason for this enthusi-
asm is that the very high birth rate of the 1940's will mean 
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more potential students about 1960. Another reason for this 
enthusiasm is that the economic situation seems to be reach-
ing a depressive stage as evidenced by the large amount or 
unemployment and falling price levels. Some school opera-
tors feel that because conditions tor their schools cannot 
become worse, any change must be for the better. However, 
1f school operators can look forward to increasing enroll-
ments, it will be only after some or all of the foregoing 
suggestions have been instituted as a standard operating 
procedure. 
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